Intercollegiate Broadeasting 
System, Ine. 


Bethlehem, Pennsyluania 


1832 James Street 
Syracuse, New York 
January 27, 1966 


Mr. Theodore Parks 
Station Manager 
Radio Station WSUA 
750 State Street 
Albany, New York 


Dear Mr. Parks?: 


As newly installed sales advisor to 1.3.S5., your letter of 
6 December, and Mr. Fullem's of 12 December were forwarded to me. 
I hope the following will be of service to you. 


The most important consideration in your rate card is your 
potential audience. But you don't have to scale down rates toa 
pro-rata basis with the local commercial stations. You're not 
Selling a mass-random audience, but a specialized audience. The 
comparable rates of advertising in your school paper and yearbook 
Should aaso be considered. I've found generally though that college 
Stations tend to sell too cheaply. I'm sending along a copy of 
one school's wate card for comparative purposes. They reach 2,600. 
Also, once you've established your rate card, don't give each cus- 
tomer "special bargains". It's bad practice. 


National advertising from CRC is hard to come by for a new 
Station. They have a "select" group of established college stations 
which they service from time to time with varying degrees of success. 
Mr. McCloud's suggestion of tying in with a regional distributor 
or sales office is probably your best bet. If you've got the time 
and ambition, you might contact the sales managers at nearby college 
Stations (Art Beane at WRPI in Troy is one), and try to get a com- 
bined rate card for national advertisers with local outlets in your 
area. You can check your school paper to get an idea of the type 
of national products that are interested in the college market, and 
then rundown their local distributor or sales office. But you 
Should keep in mind that although selling coke and flards on your 
Station is fine, you're doing more of a service and supplying better 
experience to your staff, if you gear up your local sales campaign. 


These suggestions are pretty general, so if you have some 
specific problems you could use some help with, don't hesitate to 


write. Keep gosted on how your sales program ig going, and good luck. 


Sincerely, 


Orbe. Ftc mon — 


Bob Freedman 


g Deg a 
Snel. IBS Sales 


LEHIGH RADIO NETWORK 


LOCAL RATE CARD 


No. 3 


EFFECTIVE SEPTEMBER 1, 1965 (215) 868-4121 


eee — 


Program Time Flat Rate Package Rate 
15 sec... ..9 $ .50 $ 55. 
mm Ata 
\ ARCS 
1 EOD” 50 sec. a4 80 85. 
¥ os he. _ 
ee: “sec. 1.25 135. 
5 min. 2.50 270. 
15 min. 4.00 available 
30 min. 6.50 on 
60 min. 10.00 request 


Time Checks: 3 times daily (maximum: 20 words) for calendar month $25.00 


DISCOUNT RATES 


1 — 25 Flat Rate 51 — 100 


Broadcast 
Time /Single 


15 sec. 
30 sec. 
60 sec. 
90 sec. 
150 sec. 

4 min. 


7 min. 


15% 


26 — 50 58% 100 — and up 25% 


Package Plan — Two spots per day (six per week) for thirteen weeks 


minimum of 150 spots 


